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July "5,  2005 

RE: 	 Business Opportunity Rule R511993 
~ . | O N D A V  JULY J.7. 200_6 .. CRITICAL!!  

Dear Federal Trade Commission,  

As arl independent  FreeLife In ternat ional  Market ing Execut ive/  
D is t r ibutor  who is ~eveloping his business as a resu l t  of its incredible 
business oppor tun i t y  & market ing plan all dr iven by "life-changing~ 
improv ing"  products tha t  are available to me and anyone interested, I 
am strongly oppos,~d to the new business oppo r tun i t y  rule being 
promoted by the F r o  and others at 16 CFR § 437. The proposed rule 
seems to be an example  of government  in ter fer ing wi th  private 
enterpr ise and restr ict ing the freedom for  average people to legal ly & 
leg i t imate ly  pursue the "Amer ican Dream".  

Whil(., the in ten t io r  of this bill may be to inh ib i t  f raud & scare 

bu~:illl~!::£1E, hiEtOl ' Ehowc the davi0u ; will ; lwiv  rind way5 around 
Ell~;e r~gt:r;L~;6~. I:-,~r ~61"~ ;l~l~81~i~lv, legitimate bu£ines;£e£ in the 
Dire(:t Sell ing indu=~try like FreeLife wil l be SO NEGATIVELY AFFECTED 
BY INCREASED COSTS, DELAYS, RECORDKEEPING, DISCLOSURES OF 
CONFIDENTIAL INFORMATION and o ther  burdens tha t  this bill wil l  
mater ia l ly  damage or' destroy the l ivel ihoods of mi l l ions of 
independent  businesses like me (according to the  Direct: Sell ing 
Associat ion, wor ldw ide  there are over 41 ,000 ,000  market ing 
execut ives /d is t r ibu tors  moving over $83,000,0OO,OOO, yes, bi l l ions in 
products & services every year) who are Amer ican taxpayers  and find 
th is business form the most conducive to supp lement ing  the i r  pr imary 
job  income because they can do it par t - t ime in t he i r  off hours. The 
rdalively f{~w (l#~r;ent;ag e''wi~e) that  are fu l l - t ime  are tho~e tha t  have 

paid 	the i r  dues ov,.~r t ime/years  and built businesses ~ha~earn them 
incomes equal to find often in excess of ~regdl~l" ]0b£/careers...,,, 
..... and this possibi l i ty  beyond a few hundred to several  thousand 
dollars extra each rnonth (par t - t imers)  is wha t  the  "Amer ican 
r k a c t u a ~ l  Y " W o r l d w  d e " )  D r e a m "  I s  a l l  a b o u t ! !  
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More specifically b~ key p o i n t /  restriction: 

. Ma.ndatory S!~yen-D_ay Waiting Period_: 
a. 	 Why i(.. the Direct Sales industry alone burdened with this 

requir,.~ment? No other aspect or type of business, f rom 
purchasing a stand-alone single propr ietorship or 
franchise, investing or buying into a partnership or 
corporation, etc, has such a restrictive requirement! It 
has al Nays been the buyer 's / investor 's  responsibi l i ty to 
do the ir due di l igence/homework before entering into 
any blJsiness arrangement,  as it should be. When 
purchi~sing or leasing a vehicle which can obligate the 
purchi~ser for years & tens of thousands of dollars, there 
is a 4~} hour contract rescission period .......... yet  for the 

super.. inexpensive (see b.) Direct Selling business, a 
seven day period is proposed? 

b. 	 And w hen considering the minimal amount  of money to 
invest in gett ing started in what  is most  people's f irst 
entre[)reneur experience, this seven day period is an 
unnecessary impediment - in my company FreeLife 
In te r ra t iona l  for $35, one becomes a d is t r ibutor /  
mark(~ting executive with a business kit and their  
perso ~al ident i ty on a mult imi l l ion dol lar company web 
site (to market  the products & the business). Furthert if 
one has buyer's remorse or just  a change in their  
perso la l  situation, there are liberal refund policies. This 
mean s absolutely ZERO financial risk!! 

c. 	 When through my many efforts and mediums ( internet,  
CD's, tapes, brochures, magazines, presentat ions, etc.),  
relati()nships develop (vir tual ly no one jumps  in 
overnight)  and someone sees the vision of having their  

own business (the vast majority oF all lull: ; ar0 
emph)yees) and it is something they  can build part-time 
in th~-ir non-regular job hours, in no way jeopardiz ing 
their  principal source of income, the very  WORST activi ty 
OF aC;;jon is INACTION!! 

d. 	 IF YOU WAN] TO pfKOTECT THE PUBLIC,  w h y  no t  o u t l a w  
"f~onc ~oadina." of all kinds, i.e. one cannot buy pos i t i ons  



or t it les w i thou t  earning them t h r o u g h  bui ld ing an 
organizat ion of" customers & marke t i ng  execut ives (and 
training them) and through product sales volume levels. 

. 	 Disclosure O_f .the name, city, s t a t e ~ n d  te lephone, n u m b e r  for at  
least 10 pr iojLDurchas_etsnearest t_he or osoecti_ve ourchaser 's  
location or  a_ n-ationwLde list of ~rlor purchasers  wit_hin the last 

.three years: 
a. B0t~ parts of this requirement will create an 

ex t rao rd ina ry  burden for  the Di rect  Sales industry! !  
Pre:$umably they ' re to pr imar i ly  prov ide the new 
pro.spect local contacts they can f u r t he r  research the 
business oppor tun i ty .  [n real i ty,  the vast  ma jor i t y  of  
pro ~pects talk to a number of current marketing. 
execut ives/d is t r ibu tors ,  corporate  personnel ,  etc. 
wh~;n doing thei r  due di l igence bu t  it is done 
in fc rmal ly  & is always avai lable. These requ i rements  
will necessi tate adding a bureaucrat ic ,  non- income 
ger erat ing layer to every Direct Sell ing company  as 

'
weil as adding a non-income rela~ec] ac~ivi~V l~8 tt]~ 
ma 'ke t i ng  execut ive 's /d is t r ibu tor 's  work load.  And the 
3 y.=ar requ i rement  creates an even more di f f icul t  
hurdle.  Ul t imately here's the ques t ion :  Will all this 
pri(~r purchaser in format ion have any mater ia l  

im[,aet/e~ct on th~ pr0~;pec[:ive o lj'eh er(orospect)
wh,.m compared to today's process? Answer, 
absolute ly  none with regards to the prospect  but  they 
wilt s igni f icant ly  shackle every D i rec t  Sell ing company 
& r l a r ke t i ng  execu t i ve /d is t r i bu to r  wi th two total ly 
unl~eCessary requi rements.  Finally, WHAT OTHER 

BU 5INESS ENTERPRISI~ MU~' LIKGWI~;~- COM~LY? 
b. Reality Check: In the Direct Sales industn/, much like 

a(I aspects of  life, what  someone else does or 
ac(:omplishes has absolutely ZERO BEARING on wha t  a 
ne'N prospect  may or may not  accompl ish.  I t 's  the 
salute in aJI endeavors in life - of  those t h a t  enter  
college, sorlne don' t  g raduate ,  m a n y  do and few e x c e l  
a t  the toT~ of theiT ~sc~g|ine. s a m e  appl ies to ~:;ateer~= 

l I III • I 
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- ot ~hose beginning their  specialty, ten years later 
ho~' many have barely moved, how many have made 
mo~erate advancement and how few have reached the 
top '~ Ditto for athletics, the arts, etc. 

b. Cot clusion ~ Impact :  Since I would never have any 
ideil which 10 prior purchasers were nearest my 
prospect, much less have access to the 3 year 

req JiremenE, my company and &ll Di ae  {;811ilq[J 
con~panies would have to provide the i r  market ing 
execut ive/d is t r ibutor  base this in format ion which 
will severely disrupt and cripple most  if not all 
con~panies because no company in any industry could 
it a=curately and t imely fulfill these requi rements and 
car 3z on the pr imary focus of its business - it's f lat out 
imlE.Ossible! ! 

. 	 Earnings claim disclosure -_any direct or indirect claim about 
income, j.nc.hlding d isc losure~f  the name of the Derso_n making 
the claim~ d~lte of earnings, number and percentage of all 
purchasers (:juring the, t ime period that received the same 
~rn~~ et__J:._t: 


a. 	 This i:; not only ambiguous but raises many fairness/ 
equitable & constitutional issues. Re. direct claims, to be 
able t3 calculate the percentage of all purchasers earning 
the s~,me, the company would have to divulge this very 
conf icent ial  information mult iple t imes to the market ing 
execut ive/d is t r ibutor  base which would violate privacy 
laws l~ot to m.ention add an enormous bureaucrat ic 
depa t tment  ir~ every Direct Selling company dedicated to 
provi(te/updat:e such information. 

b. 	 Re. i rd i rec t  claims, such as cars, homes, travel,  financial 
independence (no more job), etc., d i t to item a. 

c, 	 Finally as noted previously, why is the Direct Sales 
indusLry so burdened/singled out vs. all other business 
form,'; available to the American public? 

4l 
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i. I 	 II 

. Dis_closure of "All Legal Actiolls", i.e. mi_srepresentatlon: fraud. 
securities vic!ationst u.nfair ,business practices, etc. for the past 

a, 	 glmpl,, quesklon: If ~he l~ill Of P, igh~ which ONI 

IS INNOCENT UNT]~L PROVEN GUILTY, why shouldn't this 
requirement only exist if a person is convicted ...... 
...certainly not if legal action has been filed but not yet 
adjudicated? ro have to disclose civil court cases and 
arbitn~tions, all governmental actions including criminal 
matters and administrative law actions, including cease & 
desist orders or assurances of voluntary compliance is a 
violation of civil rights!! Further, it could mean any legal 
proceedings potentially unrelated to the business or any 
tllat were dropped or favorably resolved would have to 
be listed. 

b. 	 As a simple business owner, I hope to never have any 
legal actions against me, but in this day and age where 

•anyor e can sue for anything, I can imagine it happening 
to an honest business person like myself. 

c, 	 Finally,, whaE 0~her bU~Jl~ fSIJi~  }v ilablo r0r purchage 
has tt~e same re0uirement? ] 

, 	 Disclosure ot' cancellation or refund policy, the tot~! number of 
oral or writtep, canc,e[Lation or re fundLreques.ts over.the prior 
tWO _years,~_r~.gardless, of whether or not the requ_est was 

! 

proper: 

a. 	 Disclosure of the cancellation or refund policy up front is 

. .	 . . . . . . . - '  . . . . .  " " . . . . . .  , . , ~ , ~ . d - ' , h l ~  r % i r m i d "  



Sellin.=3 business opportunity. The vast majority of 
marketing executives/distributors I know emphasize this 

[0 m0k¢ l;h¢ new prospect feel totally comfortable 
knowing they can "walk away", per a reason~ble 
timefr'arne withoutany financial exoense ~, FTI, in my 
company FreeLife International, customers are not 
charged any fee to enroll and they can cancel-out any 
~')me. ~oth marketing executives/distributors and 
customers receive a 9 0 - d a y  m o n e y  back g u a r a n t e e  on  al l  
~$~uct 9urchases = ZERO financial risk1! 

=,, 



b. 	 The s~.cond aspect of this requirement, the total number 
of ora ~ or written cancellations or refund requests over 
the pr or two years, is just plain ridiculous and 
impossible! Obviously marketing executives/distributors 
would never have access to this information so this 
incredible bureau tic burden would be placed on each 
Direct Selling company. As long as a fair & equitable 
cancellation & refund policy exists, keeping statistics for 
two y(:ar' periods makes no sense. How many consumers 
see a commercial on TV or in a magazine for a Fortune 
500 p-()duct, believed the information but didn't get the 
adver:ised results? How many people enter the real 
estate business hoping to make "big bucks" but not . 
havinq~] the marketing, personality skills, etc., drop out? 
Does =entury 21, Coldwell Banker etc. have to provide 
this "fallout" information to prospective real estate 
salesr~en/brokers? 

As R.3bert Kiyosaki of"Rich Dad, Poor Dad" fame, Donald Trump, Dr, 
Charles King, Harvard Ph.D. in marketing and many other very 
prominent business people have stated, Direct Sell ing/Network 
Marketing provide.,; the best opportunity for the average person given 
a mi ~imal investment, to build their own business to whatever level 
they desire as Ioncj as they're willing to apply/invest "sweat equity". 
Given Direct Selling's/Network Marketing's results orientated 
structure, major manufactures such as Coca-Cola, Gillette, Firestone, 
Gerl:er, IBM, Toyota, GM, .Sony, etc. give it rave reviews!} Don't 
st.~angle the golden goose with unnecessary regulation!! 

First, by imposing these incredibly severe and discriminatory 
regulations/restrictions, the FTC will effectively destroy Direct 
Sales/Network Ma.-keting and therefore the dreams of an increasing 
number of everyday, non-elite Americans - note that the vast 
majority of Americ:ans use Direct Selling/Network Marketing to 
supplement their i)rimary income and work it part-t ime in the off 
hours of their mai:~ job = add all these restrictions and in the limited 
t~m(: most have tc work their bus~nesse=, it will no l o n g e r  be 
vsort?~wb~%e ~b~c~n means most will quit!! Secondly, it is a fiat-out Fact 



' @ that the products and services provided by Direct Sales/Network 
Marksting are far superior to those from traditional corporations ........ 
....... and the reason is simply that Direct Selling/Network Marketing 
doesn't have some of the significant overhead (advertising & 
saledmarketing st,3ff) that traditional business have = more of a 
Direct Sellil'lg company's revenue goes into product development/ 
prodl~ct ingredlents/services/etc. = superior products & services. And 
with it's death or dramatic reduction, the n C  will also be effectively 
robb~lng the U S ,  Treasury uf the increasing tax revenue that are 

generated by this fastest growing segment of all home businesses!! 

As a former financral executive for major corporations such as Union 
Oil, Carnation, Pepsi Cola & Arrowhead-Perrier who keeps abreast of 
economic trends that Impact the middle & subsistence or poverty 
classes, especially the loss of America's manufacturing base, 
cons,lidation within industries, downsizing, the migrati6n d jobs 
abroad, the far higher cost of living i.e. medical expenses, ga~oline's 
unprecedented inc-ease, h~gher education, etc., % IMPLORE THE 
FEDERAL TRADE C:QMMISSPON (FTC) TO KEEP THE DREAM OF 
OWl4ING ONE'S OWN BlJSINESS ALIVE 811 NOT ENACTING 

THESE PROPOSED REGULATIONS FOR THE DIRECT SELLING/ 
NETWORK MARKETING INDUSTRY, A WONDERFUL, OPE# TO 
ALL VEHICLE BH.*4T CAN HELP DEAL WITH THE AMERICAN 
PIJBLIC'S ECONC+MIC/ FINANCIAL ISSUES!! 




